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This booklet is intended exclusively for the voluntary use of active Am- 
way distributors in focusing their efforts in offering the Amway opportuni- 
ty to others. It is not intended for distribution to prospects. Under 
Amway’ s rules, privately produced literature is not to be sold or given to 
prospects in connection with any phase of the recruiting process. Neither is 
it intended to in any way supplement or replace the mandated use of the 
Form SA-4400, the Amway Business Reference Manual or any other Am- 
way literature. All distributors should be thoroughly familiar with the 
Rules of Conduct of Amway Distributors which are set forth in the Amway 
Business Reference Manual (SA-3145). 

Privately produced sales, sponsoring and motivational materials and ser- 
vices are not covered by the Amway Corporation Satisfaction Guarantee 
or Buy-Back Rule. However, pursuant to Amway’ s guidelines, all such 
items are sold subject to a money-back satisfaction guarantee from the 
seller for 90 days from the date of purchase. Items shall be returned to the 
distributor from whom they were obtained with proof of purchase. 
Privately produced sales aids and tools are subject to a buy-back policy at 
90% of the original purchase price, with proof of purchase. This policy ap- 
plies only to items in resalable condition, i.e., items in unopened packages 
and which are not obsolete. Any dispute related to the purchase and use of 
privately produced sales aids must be submitted to binding arbitration 
under the rules and procedures of the American Arbitration Association. 

Your success in the Amway business depends upon your hard work. No 
one can promise or guarantee that the use of any specific method, ap- 
proach or sales aid will result in a more profitable Amway distributorship 
or the achievement of any specified level of success. With respect to 
privately produced sales, sponsoring and motivational aids, no one can 
guarantee that the techniques, attitudes and approaches suggested in any 
tape or meeting will work for you, and you should not make any such 
representation in selling such materials. 


Additional conditions and disclaimers are found m the Purchase Agreement for Privately 
Produced Sales Aids and in Amway’ s Guide for Purchasers and Sellers of Support Tools. 
This booklet may be used only by active Amway Distributors who have read and executed 
said Purchase Agreement. 


THE QUALIFYING INTERVIEW 

A Distributors’ Guide to Effective Recruiting and Sponsoring 

The heart and soul of your Amway business is the retail sale of Amway pro- 
ducts. The effectiveness of your retailing efforts can be multiplied by budding a 
strong sales organization on which you can rely. You will never accomplish on 
your own the level of sales which can be achieved by a ^well-organized, highly 
motivated group. The recruiting and sponsoring techniques explained in this 
booklet are designed to assist you in identifying, contacting and sponsoring peo- 
ple interested in joining your sales organization. 

There are four basic steps to building your Amway organization through 
recruiting and sponsoring: 

A. List Building - meeting people. 

Setting the Appointment - telephone calls. 

C. The Qua lifying Interview - checking their interest. 

D* Gettin g Someone Started - sponsoring and follow-up. 

A.t the end of this pamphlet is a list of tapes and books (including the Amway 
Business Reference Manual) which you may find helpful in providing additional 
information on building your Amway business through effective recruiting and 
sponsoring. 

A. LIST BUILDING 

• In meeting people, use F.O.R.M. (Family, Occupation, Recreation, 
Message or Money) or whatever else appears to be of interest. Be genuine 
and friendly. Ask questions like “What does your job involve?” to gather 
information that you can later use to get back to your prospect. As you 
gather this information you will determine whether the person is a potential 
prospect. If people are negative with you, they eliminate themselves from 
your list. 

• Don’t prejudge — Put everyone you know on your list. 

• Keep building your list weekly. Remember, without a big list, you will not 
build a big organization. 

• Divide your list into local and long distance. Local is anyone within a two 
hour drive. 

• Try to meet people to whom you can relate and with whom you feel comfor- 
table. Try to stay in the center of the bell curve — prospects 25 to 45 years of 
age, married with children. But again, don’t prejudge. 

• Your appearance is the key to your posture. Anytime you are out, look 
sharp. Garry the attitude of a successful business person. People see in you 
what you see in yourself. 

B. GETTING THE APPOINTMENT 

^ Before you can do a Qualifying Interview, you must get an appointment. The 
“posture” or attitude with which yon talk to people is the single MOST important 
thing you must learn. A strong, confident and “CooL-Hand Luke” posture isthe 
most important trait you will need to develop as you interview people for a posi- 
tion in your business. Most people are used to being interviewed, and your ap- 
proach should be that you are looking for a “few key people”. Your ONLY ob- 
jective in this preliminary contact and in the subsequent QI is to see if your pro- 
spect is interested enough to get more information. 
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Let time control your call. You are the interviewer. You will achieve 100% suc- 
cess whether you get a YES or a NO because you will have found out exactly what 
you called to learn — that is, whether or not they are interested in a brief meeting 
to talk with you about business. 

Remember: FREEDOM IS THE GOAL, YOU ARE IN CONTROL, YOU ARE 
JUST CHECKING THEIR INTEREST, RELAX - HANG LOOSE 
-HAVE FUN. NOW GO FOR IT!!! 

• Individual Calls vs. The Phone Team Concept 

You can make phone calls on your own or in connection with a 
phone team. In some lines of sponsorship phone teams are being us- 
ed with great effectiveness. Check with your upline for more infor- 
mation and then decide how to proceed. 

• Use of Scripts 

You can get on the phone and wing it, but you may set a higher 
percentage of appointments by using a script which you have 
prepared in advance. 

- A script is easy to use, has less room for error, and helps you stick 
to the point. 

- A script is easier for your new distributors to duplicate. 

- Know the script well enough to sound natural. 

- Use your upline’s script or develop one that feels comfortable to 
you. 

1. Introduction and brief small talk. 

• Use small talk appropriate for your relationship. 

• If the prospect is someone you recently met, refresh his or her recollection as 
to where you met. 

• Ask him if he has a minute to talk. 

• Compliment — I met you the other day and 
- 1 liked the way you came across. 

- 1 enjoyed meeting you. 

- 1 liked your car /truck, etc. 

• (Calling for someone in depth) “Joe, my name is We haven’t 

met yet, but we have a mutual friend in (Establish your 

awareness of this relationship.) I understand that you and 

play golf together, etc.” 

2. Explain why you’re calling. 

Listen Joe, I won’t beat around the bush; I’ll get right to the point of why 
I’m calling... 

• (Friend or relative) Joe, do you remember that new business venture I told 
you I was looking into...? Well, I’ve looked it over thoroughly and 
everything looks legitimate, the profit potential looks excellent; I’m going 
with it. Joe, I think I can work you in as well... 
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• (Friend or relative) Joe, I’ve stumbled onto what looks like an interesting 

business opportunity. We need to get together and talk; what’s your 
schedule look like; I’ve got or 

• (Acquaintance) Joe, several businessmen and I have gone into business 
together using a technique called network marketing. Are you familiar with 
it? (Listen for response.) Well, we handle several thousand products and 
we’re really on the grow. As a matter of fact, we are looking for some key 
people to work with... You strike me as someone who has a good head on 
his shoulders and I think I might be able to use someone like you in my 
business. 

• (Acquaintance) I don’t know if I’ve mentioned it or not, Joe, but I’m in 
business for myself. We’re expanding with a variety of products in markets 
that have strong profit potential and we’re looking to bring on a few key 
people. Joe, you appear to me to be an ambitious person with a lot on the 
ball; is that a pretty fair assessment...? 

• (Acquaintance) Joe, I’ve become associated with a multinational marketing 

corporation that’s networking with some Fortune 500 companies. We’re ex- 
panding in the area and we’re looking for a few people who 

are interested in developing a business as a side venture. Joe, we’re fully 
capitalized, so we aren’t looking for your money; we’re just looking for the 
right person to work with... 

• (Someone you’ve met recently) Joe, this is just a shot in the dark because 
we’ve only just met and I don’t know you all that well, but you really im- 
pressed me; I like your attitude (or whatever else impresses you about them). 
Joe, did I mention to you that I’m in business for myself? (Listen for 
response) Well, it just so happens that we’re in an expansion mode and 
we’re looking to bring on several people we think we can work with... 

• (Calling for someone in depth) Joe, and I have gone into 

business together with a team of business associates up and down the east 
coast. We’re marketing several thousand goods and services from several 

hundred top companies such as , , 

and (Name some of the more prominent com- 
panies we are working with.) We’re expanding here in the area and are look- 
ing for several key people to work with. tells me you are a 

sharp, quality person and he thinks you would fit nicely with our team... 

• (Calling for someone in depth) Joe, has just become involved 

with me and several other businessmen in this area in a network marketing 
venture. We are in the process of expanding, and when I talked to 

about some sharp people we might want to bring into our 

business, he insisted that I give you a call. 

• (Direct approach) Joe, you know that I have my own Amway business, 
don’t you? (Yes) Do you know anything about the Amway business; are you 
familiar with how it works? (Listen to his answer) It just so happens that 
I’m looking to expand with a couple of key people and I’m calling to find 
out if you’d be interested in sitting down for 15 to 20 minutes to learn what 
Amway is really all about....? 
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Never deny that you are in the Amway business 
or that this is the purpose of your contact. 


3. The Take Away — Setting Your Posture 

Don’t chase them. Be cool, but interested . 

• Now Joe, I can’t make any promises; you may not be the person we’re look- 
ing for and you may not be interested in what we’re doing. There’s no way 
to know until we’ve had a chance to sit down and talk and kick things 
around... 

• I really don’t know if I’d have anything for you or not because... 

- 1 just met you; or 

- We haven’t met yet; or 

- Chemistry is important to our team and I don’t know whether we 
could work together or not; or 

- Our first meeting is strictly exploratory on both our parts. 

• Joe, we’re talking to a number of people right now, of which we’ll select on- 
ly a few to work with, so this is purely exploratory on both our parts. 

• Joe, let me be frank with you. At this point our conversation is just ex- 
ploratory. I can’t promise you anything right now. What I would like to do 
is get together with you over a cup of coffee and talk for a few minutes and 
see if we connect. How does that sound...? 


4. Qualify The Prospect 

• Joe, let me ask you a question. Are you open minded when it comes to ways 
of generating income separate from what you presently do? 

• Joe, have you got your eyes open to business and other methods of creating 
income, or are you satisfied with your present situation? 

• Joe, are you looking for ways to increase your income, other than your job 
(or business)? 

• Joe, would you be interested in sitting down for a few minutes over a cup of ' 
coffee? What I want to do is go over some concepts with you to see if we 
connect... 

• Joe, if I could show you how to increase your income, would you be in- 
terested in sitting down for a few minutes over coffee to discuss the details? 
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WARNING! Do not permit yourself to be drawn into making earnings 
representations of any kind, either in this preliminary contact or in the 
Qualifying Interview. The only earnings representations permitted are 
those in the SA-4400, and then only in the context of a complete presen- 
tation of the Amway Sales and Marketing Plan. 


If the prospect says NO, then say “I appreciate your honesty, Joe, it saves 
both of us time and money. It’s been nice talking with you; have a good 
evening.” 

If the prospect says YES, you may want to take it away again to further 
set your posture, then go ahead and set the date and time when you can get 
together with him. 


5. Other Responses - Dealing with Objections 

• What are you talking about? 

• Can you tell me more? 

• What is it? 

(Answer) That’s why we need to get together, I don’t conduct business 
this important over the phone. But I can tell you this.... we’re helping to ex- 
pand and develop new markets for a wide variety of goods and services from 
companies like MCI, Coca Cola, GM, Firestone, Magnavox, Panasonic, 
etc. What we need to do is get together for 15 or 20 minutes over coffee so I 
can give you an overview of the operation; or 

(Answer) Joe, what do you know about networking or network 
marketing? (Listen to response) Joe, that’s why we need to get together . Our 
business is impossible to properly explain over the phone. It would be like 
sending a haircut through the mail. 

• I’m very happy with my job. 

(Answer) That’s great Joe, a lot of the people we work with are, but many 
are also interested in generating more income on the side. Are you saying 
that you aren’t interested in creating more income Joe? 

• Is it selling? 

(Answer) Joe, do you like to sell? 

- If he says YES: 

Great, then you’ll like what we’re doing. 

- If he says NO: 
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Joe, selling is one aspect of the business. If someone wanted a computer 
or a stereo system, you’d take the order, wouldn t you? 

• I’m real busy. 

(Answer) Joe, that’s why I called you. Busy people get things done. 
Besides, our business is not time intensive. 

• I don’t have any money. 

(Answer) No problem, Joe, we aren’t looking for investment capital; 
we’re just looking for the right people to work with. 

• Is it Amway? 

(Answer) Yes it is, Joe. What do you know about Amway? Do you have a 
full understanding of how the Amway business works? (Listen to response) 
Joe, I’m not calling to get you in tonight; what I would like to do is sit down 
and show you what Amway really is all about. How does that sound, Joe? 
(You might have to take it away again at this point.) 

(Answer) I’m not going to tell you what it is or isn’t at this time, Joe. I can 
tell you I’m talking about a business that can produce significant income 
and doesn’t involve something rinky-dink or door-to-door. Joe, are you in- 
terested in sitting down to go over the details or am I barking up the wrong 
tree? 

(Answer) Joe, you don’t appear to be as open minded as I thought. Do 
you want to get together with me or not? No problem if you don t, I have a 
number of people I’m talking to right now. Just let me know so I can make a 
decision. 

• Challenging or aggressive tone. 

(Answer) Joe, it doesn’t sound like you’re interested. Thanks for your 
time. 

(Answer) Joe, like I said, we’re putting together some business teams with 
people who are open to different concepts and ways to generate income... 

- are you? 

- but it looks like we won’t be getting together. 

- but you’re likely not who we’re looking for at this time. 

[Don’t give out more information or engage in a verbal confrontation to 
meet the objections of a hostile prospect. Remember, you’re merely check- 
ing interest and he is not interested. You have succeeded because you have 
learned what you called to learn. IBM doesn’t interview people over the 
phone and you shouldn’t do so either. Call the next prospect on your list.] 

6. Setting the Appointment 

• Great Joe, what’s best for you? I’ve got either or 

night. 

You can arrange to meet at the prospect’s house, your home or a neutral 
location such as a restaurant. 
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7. Repeat the Process 


Call the next person on the list! Remember, the only guaranteed way to fail 
is to do nothing. 

C. THE QUALIFYING INTERVIEW 

The Qualifying Interview is used in conjunction with the house meeting or 
local weekly open meeting. It is at the house meeting or open meeting where 
someone with experience in the Amway business will “show the plan,” and 
it is at these meetings where the prospect will be given the official Amway 
Form SA-4400. The Qualifying Interview is used to screen prospects and to 
invite to the house meeting or open meeting those with an interest in hearing 
more about the Amway business opportunity. 


The purpose of the qualifying interview is not to present the Amway Sales 
and Marketing Plan — rather the qualifying interview is designed to deter- 
mine whether a prospect is sufficiently interested in a new business oppor- 
tunity to attend the open meeting and to invite him to do so. 

Never expand the qualifying interview into a presentation of the Amway 
Sales and Marketing Plan unless you are prepared to present the entire plan 
precisely as required, including giving the prospect the Amway Form 
SA-4400. 


The Qualifying Interview consists of six parts. 


1 . Set at Ease 

4. The Big Picture 

2. Network Marketing 

5. The Markets 

3. Goals and Concerns 

6. The Close 

Set at ease 


• Use F.O.R.M. (small talk) — 



- Comment on home, surroundings or things of obvious interest (ice 
breakers). 

- You are not there to sell anything. 

- Mention your full-time position. 

- Ask about their current job and duties. 

- Uncover long-term goals and aspirations. 

- Ask — If you keep doing what you are doing now, when do you 
expect to attain these goals? 

- Ask — If you had your choice in the future between more free time or 
more money, which would you choose? 


You are asking about the prospect’s interest in money to assess his or her 
goals. DO NOT permit these questions to prompt a statement on your part 
that this amount or any other amount can be earned. Remember, no earn- 
ings representations of any kind may be made except in the context of a full 
presentation of the Amway Sales and Marketing Plan, and then only your 
own personal Amway income or the earnings figures in the SA-4400 may 
be used. 
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Explain why you’re there. 




- Joe, I’m not here to field questions. I’m just here to give you an over- 
view of our business and see if we can connect. I want to see if there’s 
anything you might want to get more information on. If so, fine. If not, 
that’s fine too. 

- Joe, we’re not here looking for investors; we’re fully capitalized. You 
can’t buy anything or sign anything tonight. I’m also not here looking for 
any type of commitment on your part. At the same time, I can’t commit to 
anything either. 

• Compliment — build them up. 

- 1 always thought you kept your eyes open for good business ideas. 

- 1 always thought you had a good head on your shoulders. 

• Take it away. 

- Joe, I need to be honest with you. We’re expanding and we’re only look- 
ing for some key people to work with. There’s no guarantee that it will work 
out, so I can’t make any promises. 

2. Describe Network Marketing 

• We are involved in a multilevel marketing business utilizing the concepts of 
networking. This allows us to expand our time and productivity by working 
together to reach goals we could not attain working alone. 

• I’m here to talk to you about being in business for yourself — not working 
for me, but with me as an associate with your own independent business. 

• Through our networking system we are able to market the products of over 
400 companies. This includes some 5,000 goods and services — we market 
everything from VISA cards to automobiles. 

• Are you familiar with the term franchising? While this is not franchising 
because almost no investment is required, it shares some of the same prin- 
ciples of success. Franchising is what Ray Kroc did with McDonald’s. To ex- 
pand his business, he set up multiple outlets with his friends and acquain- 
tances and had them follow a proven system. A franchise or network con- 
cept compounds your time. Take 10,000 outlets times ten hours a day and 
you now have 100,000 hours per day going into your business! We’re doing 
something similar by creating a network to market goods and services. 
However, we have one distinct advantage over franchise businesses like 
McDonald’s — it doesn’t require large capital expenditures to set up new 
outlets. 

3. Goals and Concerns 

• Joe, as businessmen we share common goals and concerns. The goals are 
these: 
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- Current Income. Most people want to develop a substantial amount of 
income in a reasonable period of time and to do so honestly. We can show 
you how to do exactly that. 

■ Residual Income. Most people would prefer a business which produces 
residual income after the start-up work is done. 

- Ability to Expand. Most people in business would like to be able to ex- 
pand their businesses anywhere in the free world. Our business already 
operates in all 50 states and in more than 40 foreign countries and ter- 
ritories. 

- Access to Markets and Products. Most business owners do not want to 
be limited to one particular market. Our associates are able to market 
thousands of products from hundreds of companies, and the list continues 
to grow. 

- Access to Assistance. Through our organization you will have access to 
many people who are already successful in multilevel marketing and who 
can offer you the benefit of their experience. 

• Joe, we also share the concerns of all people who seek to own their own 
businesses: 

- Capital. Required investment is less than $100. 

- Risk. Because the capital requirement is extremely limited, the risk is 
also small. 

- Expertise. Shared experience and advice through a structured system 
with a proven track record. 

- Time. Utilize otherwise nonproductive time. Compound time through 
building an organization. 

• Joe, our approach to network marketing avoids these problems and con- 
cerns while providing many benefits of business ownership. 

• Joe, our approach to network marketing will — 

- allow you to own your own business and provide the opportunity to ex- 
pand your business by building an organization. 

- give you the ability to handle thousands of products and services from 
over 400 companies. 

4. The Big Picture 

• Joe, I’m not going to go into the profit potential at this point, we’ll cover 
that at a later date, but if you had a business of your own, what sort of mon- 
thly income would you like to develop? 
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Remember , no earnings representations of any kind may be made ex- 
cept in the context of a full presentation of the Amway Sales and 
Marketing Plan, and then only those earnings figures in the SA-4400 
may be used. You are asking about the prospect’s interest in money 
only to assess their goals. DO NOT permit these questions to prompt 
a statement on your part that this amount or any other amount can 
be earned. That will all be covered in the formal presentation of the 
Plan when the prospect receives a copy of the SA-4400. 


• Let’s take an example of networking. Using our team and system, we will 
help you develop your network. As a result of creating six successful outlets, 
you will receive a percentage of that business in the form of residual mon- 
thly income. The size of this income is related to the success of the outlets, 
so you have a Win-Win situation. 

5. The Markets 

• “Let me quickly describe for you some of the markets in which we are in- 
volved and some of the companies whose products and services we are able 
to offer.” BRIEFLY go over the markets. Mention different companies 
such as MCI, Firestone, VISA, etc. 


You may use your own notes, a Private Business Ownership 
Brochure, a Network Marketing Booklet, a Network Marketing 
Wheel, or any similar item to remind yourself about the various 
markets and products available through the Amway Corporation. 
However, except for official Amway Corporation literature, you 
must keep such materials to yourself and use them merely for your 
own guidance in talking to the prospect about Amway’ s various 
markets and product lines. Pursuant to Amway’s Rules of Conduct, 
privately produced items such as the Network Marketing Wheel, the 
Private Business Ownership Brochure, or this Q.I. booklet itself may 
not be given or shown to prospects in any phase of presenting the 
Amway Sales and Marketing Plan. You are contractually obligated 
to follow these rules — it is not discretionary . 


• Explain how you create business volume: 

- Wholesale sales 

- Direct retail sales 


Do not tell the prospect that business volume may be created or that 
profits may be realized from the personal use or consumption of Am- 
way products. The term “business volume” means something dif- 
ferent within Amway than what the prospect may understand it to 
mean. Someone who joins the Amway business merely to buy Am- 
way products wholesale is not “in business” in the conventional 
sense. Furthermore, pitching personal use as a reason to join the Am- 
way business raises legal issues related to wholesale buying clubs. 
Amway is not a wholesale buying club. Wholesale buying clubs are 
closely regulated or illegal in many states. 
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• Joe, if someone wanted a computer or a stereo system, you’d take the order, 
wouldn’t you? 

6. The Close 

• Ask questions (and listen to the answers): 

- Joe, has what I’ve shown you interested you enough to get more infor- 
mation? (Wait for answer) 

- Joe, we’re pulling our associates together night at the 

Can you clear your calendar that night? 

- Joe, we believe that it’s very important for ydur wife to attend this 
meeting. Can you arrange that? (If she can’t make the meeting, postpone to 
a later date.) You don’t make the important decisions in your family alone, 
do you? 

- Joe, could you do me a personal favor? If something comes up that 
prevents you from being there, could you let me know a day in advance? 
That would give me enough time to make other arrangements. 


DO NOT LEAVE ANYTHING WITH THE PROSPECT! To fur- 
nish any privately produced materials to a prospect prior to actually 
presenting the full Amway Sales and Marketing Plan and furnishing 
the prospect a current version of the SA-4400 is a violation of Am- 
way’s Rules of Conduct. 


- If the prospect says NO to the concept, say “I appreciate your hones- 
ty, Joe. It saves both of us time and money. It’s been nice talking with you. 
Have a good evening.” 


DO NOT PITCH WHOLESALE BUYING AS A FALLBACK! You 
should never ask anyone to join Amway merely to buy Amway pro- 
ducts wholesale. Instead, use the In Home Shopper or other techni- 
ques to develop that most valuable of assets — a loyal retail customer! 


D. GETTING SOMEONE STARTED 

There is no need to meet a prospect, do a Qualifying Interview and then 
sit with them at an open meeting or a home meeting unless you set a time to 
get back with them and get them started right. There are two phases to get- 
ting a new person started. The first phase begins at the end of the house 
meeting or weekly open. (It is at this meeting where the Amway Sales and 
Marketing Plan is presented, complete with the disclosures and disclaimers 
required by the Amway Rules of Conduct.) The second phase begins at the 
prospect’s home or at the phone team session. 
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1. At the End of the House Meeting or Open (1st Phase): 

• The person showing the plan should say, “The person who invited you here 
tonight has literature for you that will answer a lot of your questions. You 
should understand that we are not going to pursue you after this point. If 
you’re interested, you should ask that person to set up a time for the two of 
you to get back together. If you’re not interested, please tell them so.” 

• When the meeting is over, go to your prospect and say the following: 

- It looked good, didn’t it? What part did you like the best? 

- 1 bet you have some questions, don’t you? 

• Explain that we have found that the best place to answer the questions is not 
here with all of the noise and confusion, but at their home, one-on-one, over 
a cup of coffee. 

• Set the appointment (preferably within 48 hours), and give him the 
SA-4400. 


Whether or not you get the appointment, the prospect must leave the 
meeting with a SA-4400. This is not optional, it is a requirement of 
both the Amway Rules of Conduct and federal law. Furthermore, 
prior to the time the prospect decides to join and completes an of- 
ficial Amway distributor application, you may not give, sell, loan or 
otherwise furnish to him any privately produced tapes, books or 
other materials of any kind. 


• Encourage the prospect to start building his list. Say to him, “I know you’ll 
probably think of some people you think would be interested. However, let 
me strongly suggest that you wait and not say anything to them because they 
may ask you some questions you cannot answer. You’ll lose credibility with 
them and they won’t become your associates later. You might find yourself 
so excited about the possibilities of this business that you really need to talk 
to someone. If that happens, CALL ME.” 

2. At the Prospect’s Home (2nd Phase): 

• If they are ready to make the decision, furnish them with a kit and have 
them sign an application. In order to be an Amway Distributor one must (1) 
have signed an application and (2) be in possession of the literature portion 
of the kit. Hence, you may want to keep a couple of kits in the trunk of your 
car or make sure that your upline has some in inventory so that your pro- 
spect need not wait once he has made the decision to join your organization. 

• Say “I know you’ve probably thought of several people you think would 
like to make some extra income. Who is the first person you thought of?” 
Go over his list and build it to a minimum of 30 names. 

• Find out who they think is the sharpest person on the list and start calling to 
set up Q. I.’s for them. Do not make any calls if their list is less than 30 
names; build the list first. 
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• The most important thing you can do at this point is invite your prospect to 
the next team phone session. If he can’t come, take his list so you can begin 
calling for him. This list represents potential downline distributors in your 
new person’s organization as well as potential retail customers. 

• If you get a series of questions from him or he suddenly loses his enthusiasm 
for the business, try this but only in person: 

- “What kind of money are you interested in?” 

- “Do you believe that I can build this business?” 

- “Do you understand that I will take my time and effort in helping you 
build your business, and that I wouldn’t do so if I didn’t believe it 
could work for you?” 

- “I will not let you fail without giving you my best shot — we both 
have too much to lose!” 

• If they have cold feet, try to get them to another Open, Team Meeting or 
Rally as soon as possible. 

• If you can’t seem to get them excited at all, try to get their list so you can 
build more personal volume. Ask them if they would object to you contac- 
ting their friends to offer them the opportunity to make up their own minds 
about Amway or to decide whether they would like to buy Amway products. 


E. CONCLUSIONS 

The only way to build a large, successful sales organization is to recruit 
and sponsor effectively. The steps described in this booklet have proven to 
be effective in bringing prospects to see the Amway Sales and Marketing 
Plan and getting them started once they decide to join. The objective of this 
approach is to create fast growth in your organization by getting your new 
distributor doing simple Q. I.’s at least three times a week while building to 
a meeting at his house or the weekly “Open” meeting. 

Set a goal to sponsor twelve individuals or couples within a 60-day period. 
This will create momentum for the growth of your Amway business. Never 
forget, however, that even those who don’t get into the business can become 
loyal retail customers, without whom there is no Amway business. You 
should approach every contact with the belief that each person will become 
either a distributor or a customer. 

BUILD YOUR LIST!!! 
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Excerpt From “The Rules of Conduct of Amway Distributors” 
(Amway Business Reference Manual pages 60-90) 


Section C — TO BECOME A SPONSOR 


RULE 1. In order to sponsor other distributors, a distributor must be an Amway distributor in good 
standing, meet all distributor requirements as set forth in these Rules, and be at least 18 full years of age, or 
the age of majority in the state of his residency, whichever is older. 

RULE 2. In presenting the Amway Sales and Marketing Plan to a prospective distributor , the sponsoring 
distributor must comply with the following guidelines during the presentation of the Amway Sales and 
Marketing Plan: 

a. Must disclose the average profits, earnings and sales figures and percentages as published from time 
to time by Amway. 

b. Must use only Amway-produced and Amway-approved literature. 

c. Must state the following at the beginning of the presentation: “The examples I will use are simply to 
show you how the plan works. They are not intended to project or promise any actual earnings. I’m 
giving you a brochure which fully describes the Plan and contains average profits, earnings and sales 
figures and percentages. You should read this brochure to learn the average monthly gross income 
earned by an Active Amway distributor.” 

d. Must give each prospect a copy of the latest edition of “The Amway Sales and Marketing Plan 
brochure (SA-4400). 

e. May use those earnings and/or bonus representations based on their own personal experiences, pro- 
vided that they at the same time disclose the average profits, earnings and sales figures and percen- 
tages as published from time to time by Amway 

f. May cite lifestyle examples, e.g. travel, automobile, homes of successful distributors, and contribu- 
tions to charitable causes, provided such benefits were actually accrued as the result of building a suc- 
cessful Amway distributorship. 

g. Must not say that a successful distributorship can be built in the form of a “wholesale buying club” 
in which the only products bought and sold are those transferred to “distributors” at distributor cost 
for their personal use. 

h. Must not say that there is no requirement for the retail sale or marketing of products. 

i. Must not promote the enjoyment of tax benefits as the best or principal reason for becoming an Am- 
way distributor. 

j. Must not say that Amway is a “get-rich-quick” opportunity in which it is easy to achieve success with 
little or no expenditure of effort or time. 

RULE 3. No prospective distributor, as a condition to becoming a new distributor, nor any currently 
authorized Amway distributor, as a condition to receiving from their sponsor assistance in the develop- 
ment of their Amway distributorship, shall be required to: 


a. 

b. 


c. 


d. 


e. 


Purchase any specified amount of products. 

Maintain a specified minimum inventory. 

Purchase any non-Amway-produced “starter”, “decision”, or other “pack” or “kit”. 

Purchase tapes, literature, audio-visual aids, or other materials or participate in any “tape of the 
month” or “tape of the week” programs. 

Purchase tickets for and/or attend or participate in rallies, seminars, or other meetings. 


The only requirements which a sponsoring distributor can impose upon a prospect whom he is willing to 
sponsor is that the new distributor shall possess an official Amway Sales Kit (without substitution or 
alteration in the contents) and sign a SA-88 Distributor Application Form and mail it to Amway. 
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SUGGESTED REFERENCE MATERIALS 


The materials below may enhance your understanding of the approaches and techni- 
ques presented herein. The use of any privately produced materials is strictly volun- 
tary and is subject to all terms and conditions found in Amway’s Guide for Pur- 
chasers and Sellers of Support Tools and the Purchase Agreement for Sales Aids. 


AUDIO AND VIDEO TAPES 


AL-4622 The Freedom Network Video — Amway Corporation 
RP-380 Everything to Know About Prospecting — Bill Hawkins 
AP-7 Driving Depth — David Taylor 


LITERATURE 

SA-3145 Amway Business Reference Manual — Amway Corporation 

[See pages 17-24 regarding sponsoring and the Rules of Conduct starting on page 60. 

SA-5740 The Freedom Network Brochure — Amway Corporation 
BOOKS 

Carnegie How to Win Friends and Influence People 

Gabon How to Start a Conversation and Make Friends 

Giblin How to Have Confidence and Power in Dealing with People 


The privately produced items included in the above list are optional or suggested 
reference materials for Amway distributors, and like this booklet itself these items 
are intended only for those who are already in the Amway business. They must not 
be sold or given to prospects. 


— Appendix — 


